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1978  price  outlook 

WASHINGTON — Prices  will  increase  among  most 
major  food  groups  in  1978,  according  to  the  Depart- 
ment of  Agriculture. 

Wholesale  prices  for  beef  and  veal  averaged  26.2 
percent  higher  during  the  first  five  months  of  1978, 
after  rising  only  one  percent  in  1977  and  actually  de- 
clining by  11.5  percent  in  1976.  Beef  prices  are  ex- 
pected to  rise  for  the  next  few  years  but  not  as  drasti- 
cally as  in  the  first  half  of  1978.  Little  improvement 
in  the  beef  situation  is  expected  until  the  1980s. 

Other  meat  prices  gained  18  percent  in  the  first 
five  months  of  this  year  following  two  years  of  de- 
clining prices.  Coffee  prices  are  expected  to  continue 
to  drop.  Fish  prices  are  expected  to  rise  eight  percent, 
after  declining  slightly  in  early  1978. 

Dairy  prices  rose  6.6  percent  early  this  year  and 
are  expected  to  hold  above  1977  prices.  Broiler 
prices  may  average  17  percent  above  1977  prices 
while  egg  prices  are  expected  to  drop  in  coming 
months. 


Army  strength  down 

WASHINGTON — The  Army’s  strength  decreased 
10,304  from  an  April  30,  1977  total  of  777,014  to 
766,710  as  of  April  30,  1978,  the  Department  of 
Defense  announced. 

While  Marine  Corps  strength  rose  1,956  to 
189,673,  Air  Force  strength  was  down  6,914  to 
573,771  and  Navy  strength  decreased  2,136  to 
523,472,  according  to  Defense  sources. 

The  figures  represent  full-time  military  personnel 
comprising  both  regulars  and  reserves  on  continuous 
active  duty,  and  officer  candidates,  including  cadets 
at  the  Military  and  Air  Academies  and  Midshipmen  at 
the  Naval  Academy. 


GAO  Reviews  Clubs  and 
Package  Stores 


WASHINGTON — The  General  Accounting  Office  is 
reviewing  military  clubs  and  package  stores  at  the  re- 
quest of  Representative  Dan  Daniel,  D-VA.,  Chair- 
man of  the  Nonappropriated  Fund  Panel  of  the  House 
Armed  Services  Committee. 

In  a Dec.  12,  1977  letter  to  the  GAO,  Daniel 
asked  the  GAO  to  determine  “what  courses  of  action 
are  needed  to  reduce  overall  program  costs,  the  feasi- 
bility of  eliminating  or  consolidating  activities  with 
low  utilization,  reducing  operating  hours  or  services 
where  warranted,  and  establishing  realistic  pricing 
policies  to  ensure  financial  stability.” 

The  GAO  was  asked  to  “evaluate  the  financial  in- 
tegrity of  club  operations  ....  determine  whether 
improvements  are  needed  in  the  management  of  al- 
coholic beverage  store  profits determine 

whether  club  and  alcoholic  beverage  store 
patronage/participation  is  consistent  with  the  eligibil- 
ity criteria  and  whether  the  criteria  is  consistent  with 
their  mission.  The  GAO  was  also  asked  to  “evaluate 
the  need  for  assignment  of  appropriated  fund  person- 
nel to  club  activities  ....  evaluate  the  organization 
and  systems  for  managing  clubs  and  package  al- 
coholic beverage  stores  and  determine  whether  a 
more  centralized  system  would  improve  management 
and  operations.  ” 

The  NAF  Panel  asked  for  the  report  by  September 


1978. 
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DA  completes 

club  management  study 

Managers  to  be  challenged  as  appropriated 
fund  support  declines  ....  CMD,  TAGCEN 
modified  ....  board  of  MACOM  representa- 
tives to  advise  TAG  ...  . other  morale  sup- 
port activities  to  get  more  package  beverage 
net  income  ....  some  club  management  posi- 
tions to  be  gradually  civilianized . 

WASHINGTON — Although  the  Army  club  system 
has  made  significant  advances  in  recent  years, 
stronger  management  will  be  needed  to  offset  nega- 
tive forces  impacting  upon  clubs  and  their  member- 
ship in  the  future,  according  to  a recently  released 
study  of  the  system  for  managing  Army  clubs. 

The  study  was  performed  to  determine  the  best  way 
of  managing  clubs  at  Department  of  the  Army  and 
installation  levels,  thereby  maximizing  the  Army 
clubs’  capability  to  provide  the  soldier  and  family 
with  quality  food,  beverages,  entertainment,  and 
other  membership  services  in  a good  atmosphere  at 
reasonable  prices. 

In  the  future,' clubs  will  have  to  cope  with  eco- 
nomic problems  of  spiraling  inflation,  changing 
policies  and  regulations,  and  less  supplementary  in- 
come from  appropriated  funds  and  package  stores, 
the  study  found.  These  forces  will  impact  on  club 
services,  professionalism  and  profitability  objectives. 

“Appropriated  fund  support  for  clubs  may  be  re- 
duced because  of  the  Army’s  strength  ceilings  and  re- 
sultant personnel  priorities  currently  dictated  by 
combat  readiness  needs  and  the  Congress’  desire  that 
clubs  be  more  self-sustaining,’’  according  to  COL 
John  H.  Batts,  study  director. 

“We  are  asking  installations  to  determine  their 
minimum  essential  supervisory  staffing  levels;  gradu- 
ally convert  some  military  and  DA  civilian  manager 
positions  to  NAF  civilian;  develop  projects  and  plans 
for  club  facility  renovation  and  construction;  and  plan 
for  operation  of  clubs  with  reduced  appropriated  fund 
support  by  establishing  realistic  operational  and  fi- 
nancial objectives,”  Batts  added. 

Personnel  affected 

While  the  study  emphasizes  the  need  to  retain  a 
minimum  number  of  military  personnel  and  Depart- 
ment of  the  Army  civilians  in  key  supervisory  posi- 
tions, it  is  expected  to  spark  many  actions  designed 
to  infuse  more  NAF  civilians  into  the  club  system  to 


replace  some  of  the  military  personnel  currently  oc- 
cupying those  positions. 

Plans  call  for  keeping  a minimum  number  of 
military  personnel  in  executive  control  and  com- 
mand supervisory  positions  for  clubs  at  Headquarters. 
Department  of  the  Army  and  installation  levels.  De- 
partment of  the  Army  also  plans  to  retain  the  warrant 
officer  military  occupational  specialty  021A.  The 
study  concludes  that  “MILPERCEN  efforts  toward 
infusing  quality  personnel  into  club  management  spe- 
cialties is  resulting  in  an  overall  improvement  of  mili- 
tary personnel  in  this  field.”  The  study  also  con- 
cluded that  staffing  with  military  personnel  is  satis- 
factory and  though  recruitment  of  enlisted  personnel 
into  the  club  specialty  was  generally  successful,  re- 
cruitment of  officers  and  warrant  officers  was  meet- 
ing with  marginal  success.  The  study  further  con- 
cludes that  officers  have  been  adversely  affected  by 
continuous  club  management  assignments.  An  up- 
coming revision  to  AR  230-60  will  clarify  the  role  of 
MILPERCEN  and  TAGCEN  in  club  assignments,  al- 
lowing TAGCEN  to  continually  provide  MILPER- 
CEN with  club  management  data  to  assist  in  their  as- 
signment role. 

“With  a gradual  accession  of  NAF  managers  into 
club  management  positions  on  the  horizon,  we  are 
moving  to  develop  a comprehensive  civilian  club 
managers’  career  program.  This  effort  will  include: 
an  executive  management  program,  whereby  manag- 
ers may  progress  to  higher  grade  levels;  a career 
intern  program  designed  to  attract,  train  and  retain 
quality  personnel;  and  incentive  programs  for  civilian 
managers,”  Batts  said. 

Organization  restructured 

“As  a part  of  the  study,  we  evaluated  three  alterna- 
tive organizational  structures  considered  feasible  for 
the  short,  mid-,  and  long-range  management  of  the 
Army  club  system  ranging  from  total  centralization  to 
completely  decentralized  management  by  installations 
and  major  commanders.  The  study  concluded  that  a 
modified  Club  Management  Directorate,  TAGCEN 
could  best  manage  the  club  system  in  the  mid-range. 
Four  other  alternative  club  system  organizations  were 
studied  but  were  not  considered  viable  for  the  short  or 
mid-range:  centralized  Army  commissary  and  club  sys- 
tem; merger  of  the  Army  and  Air  Force  club  systems; 
merger  of  the  Army  club  system  with  the  Army  and  Air 
Force  Exchange  Service  (AAFES);  and  contract  opera- 
tion of  the  Army  clubs,”  he  added. 

The  Adjutant  General,  through  a modified  Club 
Management  Directorate,  will  continue  to  exercise 
technical  supervision  and  executive  management  over 
all  Army  clubs  and  package  stores  while  a “DA  Club 
Management  Advisory  Board”  comprised  of 
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MACOM  representatives  and  the  Sergeant  Major  of 
the  Army  will  advise  TAG  on  club  matters. 

The  Directorate’s  Western  Regional  Office  will 
close  on  June  30,  1978  in  a move,  described  by 
TAGCEN  managers,  aimed  at  . . reducing  adminis- 
trative costs  and  increasing  the  flexibility  of  technical 
training  and  management  assistance  (TT&MA) 
teams.  The  United  States  Regional  Office  (formerly 
the  Eastern  Regional  Office)  and  the  Korea  Regional 
Office  (formerly  the  Korea  Field  Office)  will  absorb 
the  functions  of  the  closed  Western  Regional  Office. 
The  European  Regional  Office  will  receive  addi- 
tional TT&MA  personnel. 

MACOM  board  of  advisors  created 

A DA  club  management  advisory  board  will  be  es- 
tablished. It  is  envisioned  the  board  will  be  com- 
prised of  MACOM  representatives  from  US  Army 
Europe,  Forces  Command,  Training  and  Doctrine 
Command,  Materiel  Development  and  Readiness 
Command,  and  Eighth  US  Army,  one  rotating  repre- 
sentative from  other  major  commands,  and  the 
Sergeant  Major  of  the  Army.  This  board  will  recom- 
mend policies  for  the  management  of  the  Army  club 
system,  recommend  priorities  for  loans  from  the 
Army  Club  Fund  and  review  ongoing  and  proposed 
club  programs. 

Package  beverage  store  net  income 
distribution 

“In  the  future,  we  see  more  package  beverage  net 
income  being  distributed  to  morale  support  activities 
other  than  clubs,  as  dollars  available  to  support  these 
activities  dwindle.  In  the  future,  clubs  will  have  to 
reduce  their  dependency  on  this  supplementary  in- 
come and  this  will  require  tighter  management’’, 
Batts  said. 

Club  operations  manual 

“The  study  recommends  the  development  of  an 
operations  manual.  The  manual  will  identify  major 
operational  areas,  develop  uniform  procedures  for 
significant  club  management  functions,  and  detailed 
steps  needed  to  accomplish  these  functions.  The 
manual  will  also  provide  samples  of  forms  needed  to 
control  and  analyze  club  management  operations”, 
Batts  said. 

Installations  to  receive  complete  study 

The  objectives  of  the  study,  begun  in  early  1977, 
were  to:  evaluate  the  effectiveness  of  the  club  man- 
agement system  since  approval  of  recommendations 
of  the  1975  club  management  study;  reassess  the 


feasibility  of  a club  command  system  (another  result 
of  the  1975  study);  assess  other  management  struc- 
tures; determine  the  minimum  essential  military  staff- 
ing for  clubs;  determine  feasibility  of  and  propose  ac- 
tions to  effect  civilianization  of  club  positions  under 
the  various  alternative  organizational  structures 
examined;  and  determine  the  impact  of  the  with- 
drawal of  appropriated  fund  support  and  propose  a 
plan  of  action  to  adjust  operations  to  offset  this 
withdrawal. 

Major  commanders  concurred  in  the  study’s  recom- 
mendations. The  700-page  report  represents  the  most 
comprehensive  examination  of  the  Army  club  system  to 
date.  Installations  will  soon  receive  copies  of  the  com- 
plete study,  according  to  Batts.  A plan  for  implement- 
ing recommendations  of  the  study,  will  be  distributed 
to  installations  shortly  thereafter. 

In  a June  5,  1978  letter  to  all  major  Army  com- 
manders, GEN  Walter  T.  Kerwin,  Army  Vice  Chief 
of  Staff,  announced  approval  of  the  study  and  urged 
them  to  give  “their  personal  attention  to  insuring  that 
our  clubs  are  managed  effectively  and  professionally 
to  provide  the  best  possible  food  and  services  for 
members  of  our  military  community.” 

“Factors  impacting  on  clubs  in  the  current  and  fu- 
ture environment  and  the  financial  condition  of  indi- 
vidual clubs  show  a need  for  clubs  to  be  operated  on 
a more  financially  self-sustaining  basis  while  receiv- 
ing authorized  appropriated  fund  support.  The  poor 
physical  condition  and  inadequacy  of  many  clubs 
needs  to  be  corrected.  I anticipate  that  installation 
commanders  will  adjust  operating  budget  objectives 
for  their  clubs  to  provide  for  these  purposes”,  he 
said. 

McClellan  club  expanded 

FT  McCLELLAN,  AL — The  nearly  5,000  enlisted 
personnel  assigned  to  this  home  of  the  Army’s  mili- 
tary police  school  will  soon  be  enjoying  an  expanded 
enlisted  club  facility.  The  construction  project, 
scheduled  for  completion  in  early  1979,  will  add 
5,500  square  feet  to  the  existing  4,500  foot  ballroom 
along  with  disco  featuring  elaborate  lighting  and 
sound,  according  to  Jim  Green,  project  officer. 
Plans  also  call  for  remodeling  the  existing  bar  and 
adding  a service  bar. 

Overcrowding  at  the  existing  facility  sparked  the 
expansion  project  which  is  expected  to  significantly 
increase  member  participation  while  increasing  the 
club’s  $35,000  monthly  sales.  The  club  is  currently 
managed  by  SFC  Danny  Devoti,  a graduate  of  the 
Executive  Club  Management  Course  and  a 1972 
graduate  of  the  Club  Management  Course. 
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Strong  Leavenworth 
management  reaps 
membership  dividends 

Internal  controls — marketing — upgraded  food 
quality  raises  monthly  sales  $10,000  and  in- 
creases membership  over  20  percent. 

FT  LEAVENWORTH,  KS — Strong  management  ef- 
fort is  paying  off  at  the  Fort  Leavenworth  Officers’ 
Club  with  all  key  indicators  showing  remarkable  im- 
provement over  FY  77. 

“Sales  are  up  about  $10,000  per  month  in  the 
club.  We  have  over  400  new  members  and  our  net 
income  has  completely  turned  around  from  a FY  77 
loss  of  nearly  $50,000  to  a FY  78  year-to-date  (April) 
net  income  of  $12,400,”  according  to  MAJ  Kenneth 
Bell,  installation  club  manager  and  a 1977  graduate 
of  the  Club  Management  Course  and  Command  and 
General  Staff  College. 

Management  action  has  positively  impacted  on  all 
areas  with  special  attractions  and  careful  controls 
beefing  up  an  across-the-board  improvement  in  the 
club’s  dining  and  bar  operations. 

Active  advisory  council — 
command  support 

“We  consider  our  advisory  council  a valuable 
marketing  tool.  With  representation  from  all  major 
units  on  post,  they  provide  us  with  direct  insight  into 
our  market.  The  wants  and  desires  of  our  membership 
are  communicated  to  managers  at  the  monthly  meet- 
ings. Management  is  able  to  discuss  problems  with 
the  council  which,  in  turn,  understands  and  allows  us 
to  run  the  club  like  a business.  We  get  added  support 
from  commanders  on  post  who  hold  many  functions 
in  the  club  and  support  management  decisions,”  Bell 
added. 

Advertising  and  promotion 

Spearheading  this  club’s  success  story  is  an  active 
advertising  and  promotion  program.  “We  actually 
talk  to  our  clientele,”  commented  SSG  Rick 
Truelove,  a 1978  Club  Management  Course 
graduate.  “We  meet  with  installation  units  and  stu- 
dents and  staff  at  the  Command  and  General  Staff 
College,  telling  them  what  the  club  has  to  offer. 
We’ve  strategically  placed  posters  around  the  post 
and  use  the  installation  newspaper  extensively,” 
Truelove  said. 


“The  latest  and  strongest  promotional  plus  has 
been  the  publication  of  a club  magazine  by  a civilian 
contractor  with  offpost  advertising  footing  the  bill,” 
Truelove  said.  This  magazine  replaced  a large  club 
calendar  which  had  cost  the  club  system  nearly 
$1,500  yearly.  The  members  used  to  look  at  it  one 
time  and  throw  it  away.  Now,  members  keep  the 
magazine  and  refer  to  it  throughout  the  month.  We've 
received  many  favorable  comments  on  it.  Of  course, 
there  is  advertising  by  off-post  businesses  but  that 
advertising  is  limited  to  60  percent  of  the  total  con- 
tents,” Truelove  said. 

Total  advertising  costs  for  the  club  average  about 
$6,000  per  year,  but  management  believes  that 
people  want  to  go  to  a popular  place  and,  as  business 
builds,  so  does  advertising. 

“We  publicize  a member  of  the  month,  a tip  from 
the  golf  pro,  a recipe  of  the  month,  along  with  a mes- 
sage from  CPT  Doug  Denier,  club  manager  and 
MAJ  Bell,  ICM,”  Truelove  said. 

Tightened  controls 

“We  directly  attribute  a large  part  of  the  club’s 
improved  net  income  to  stronger  internal  controls,” 
said  Bell.  “We’ve  completely  reworked  the  meat 
program — writing  new  specifications  and  having  a 
manager  on  hand  whenever  a meat  shipment  arrives. 
We’ve  taken  great  pains  to  insure  proper  portion  con- 
trol of  the  meat  we  cut  in-house.  We  won't  let  meat 
sit  in  the  refrigerator  for  more  than  36  hours  and  we 
keep  our  frozen  meat  frozen  until  it’s  ready  to  defrost 
and  use.  It’s  difficult  to  accurately  quantify  the  re- 
sults of  our  effort  in  the  meat  area  but  sales  are  up 
over  $100  per  night  in  the  dining  room,”  he  said. 

In  the  bar 

“We’ve  reduced  the  inventory  of  slow  moving 
items  from  our  liquor  stock  such  as  some  exotic 
wines  and  liquers.  We’ve  promoted  the  draft  beer  and 
given  cocktail  waitresses  and  other  club  skill-level 
employees  nicer  uniforms.  We’ve  also  established  a 
standards  of  appearance  policy  throughout  the  club 
and  make  our  people  stick  to  it,”  Truelove  said. 

Labor  closely  monitored 

“We’ve  been  able  to  cut  our  labor  costs  by  $3,000 
per  month  by  instituting  strict  controls  on  overtime, 
revising  job  descriptions  and  spending  money  on 
labor  saving  devices.  For  example,  carts  are  now 
available  for  the  bartender  to  move  his  inventory 
throughout  the  club.  We’ve  repaired  an  old  elevator 
and  now  use  it  to  bus  parties  upstairs.  Another  labor 
saver  was  analyzing  waitress  stations  and  arranging 
the  flow  so  as  to  be  more  labor  efficient. 
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Market  fluctuation 

Annually,  the  club  experiences  a drastic  market 
fluctuation  as  June  brings  graduation  of  nearly  1100 
officers  from  the  Command  and  General  Staff  Col- 
lege. Classes  don’t  resume  until  August  and  summer 
doldrums  are  a trying  time  for  management.  But  pro- 
grams abound  during  this  period  for  the  other  mem- 
bers with  a swimming  pool  and  golf  course  adjacent 
to  the  club. 

Training 

“Another  cornerstone  to  our  management  effort 
here  is  training,”  according  to  Truelove.  “Each  ac- 
tivity conducts  two-hours  of  training  per  month  (on 
the  clock).  As  a part  of  their  training,  employees  ac- 
tually taste  the  food  they  normally  prepare  and  serve 
to  members.  This  is  one  good  way  of  teaching  them 
to  serve  the  hot  food  hot  and  the  cold  food  cold.  The 
training  program  has  tremendously  improved  the  food 
quality  and  the  way  it  is  served  as  well  as  building 
employee  morale,”  he  said. 

Entertainment 

“We  have  started  a strong,  carefully-thought-out 
entertainment  program  featuring  special  attractions. 
We  held  dinner  theaters  last  year  and  our  most  recent 
one  brought  over  384  members  to  the  club  at  $8.00 
each.  We  also  brought  in  the  famed  Rene  Heredia,  a 
classical  flamenco  guitarist  along  with  his  entire  au- 
thentic flamenco  dance  troop.  Other  special  attrac- 
tions at  the  club  in  the  past  year  have  been  Frank 
Sinatra,  Jr.,  a gala  New  Year’s  Eve  party,  and  a 50 ’s 
party”,  Truelove  said. 

“I  try  to  keep  in  close  touch  with  entertainment 
agents  and  the  acts  which  they  offer  to  determine 

Break-open  bingo 
cards  prohibited 

WASHINGTON— A recent  opinion  by  The  Judge 
Advocate  General  states  that  break-open  bingo  cards 
constitute  a lottery  and  are  therefore  prohibited  by 
Department  of  Defense  Directive  5500.7  and  AR 
600-50. 

If  they  can’t  return  them  to  the  supplier  for  credit 
or  cash,  managers  may  sell  the  cards  to  club  patrons 
until  supplies  on-hand  are  exhausted. 

The  JAG  position  is  based  on  the  lottery  charac- 
teristics of  the  game,  that  is,  no  “game”  is  actually 
played  in  the  popular  sense  since  prizes  are  deter- 
mined by  the  mere  chance  of  receiving  a card  which 
is  already  a winner  or  non-winner. 


Swimming  pool  and  golf  course  are  adjacent  to  the 
Fort  Leavenworth  Officers’  Club. 


whether  they  will  be  membership  pleasers.  Our  aver- 
age member  is  a field  grade  officer  who  won’t  come 
to  the  club  to  see  second  rate  entertainment,”  Bell 
added. 

In  the  dining  room 

“We  offer  about  four  specials  per  month,  such  as 
Ladies  Night  where  the  women  eat  at  half  price, 
Lobster  Night,  Steak  Night,  and  Mongolian  Bar- 
beque.  We  have  not  added  much  to  our  menu,  but 
rather  concentrate  on  adding  to  and  improving  the 
quality  of  existing  menu  items,”  according  to 
Truelove. 

“One  of  the  most  popular  meals  served  at  the  clubs 
is  Sunday  Brunch,  and  it’s  not  uncommon  for  the 
club  to  serve  1,000  people  in  four  hours  on  Sunday. 
Variations  to  the  Sunday  Brunch  include  Mother’s 
Day  when  1550  people  were  served  in  four  hours, 
and  Easter  when  1600  members  were  served. 

Officers  host 
NCO’s  dining  in 

FORT  BLISS,  TX — The  NCO’s  were  the  guests  of 
the  officers  at  the  first  of  a series  of  quarterly  dining- 
ins  here. 

MG  John  J.  Koehler,  Bliss  Commander,  hosted  the 
dining-in,  which  was  attended  by  over  225  NCO’s 
and  officers. 

Good  natured  humor  interspersed  the  more  serious 
aspects  of  the  gathering,  held  to  allow  commanders 
and  their  senior  NCO’s  the  opportunity  to  exchange 
ideas  and  concepts,  and  more  importantly,  fellow- 
ship. Entertainment  by  the  Fort  Bliss  theater  group 
and  the  62d  Army  Band  rounded  out  the  evening’s 
festivities. 
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Conference  focuses 
on  key  issues 

178  attend  conference  to  discuss  alcohol  de- 
glamorization,  dues,  and  centralization  . . . 
Walker  elected  president  . . . most  successful 
conference  . . . GAO  review  is  key  topic  . . . 
600  members  major  1979  I MCE  A goal. 

CHICAGO— They  came  from  as  far  as  Korea  and 
Germany  to  discuss  key  issues  affecting  clubs.  One 
hundred-seventy  eight  club  managers  attended  the 
1978  Annual  Conference  of  the  International  Military 
Club  Executives’  Association  held  here  from  18  May 
thru  23  May. 

The  conference,  which  coincided  with  the  National 
Restaurant  Association  Show,  allowed  members  to 
exchange  views  regarding  dues,  alcohol  deglamoriza- 
tion  and  centralization. 

Walker  new  president 

During  the  conference,  Thomas  E.  H.  Walker, 
Fort  Carson  Installation  Club  Manager,  accepted  the 
gavel  as  1978-79  President  of  the  Association  from 
outgoing  President  Andrew  F.  Murphy.  “As  a result 
of  the  conference,  the  IMCEA  will  come  out  with  po- 
sitions on  dues,  centralization,  and  alcohol  de- 
glamorization, ’’  Walker  said.  He  cited  a “serious 
morale  problem  among  managers  in  USAREUR  as  a 
result  of  depreciating  club  facilities  and  high  club 
costs  compounded  by  membership’s  decreasing  dis- 
posable income — a result  of  the  devalued  dollar 
against  the  Deutche  Mark  there.” 

Walker  said  that  the  IMCEA  plans  [will  attempt]  to 
hold  workshops  in  Europe  and  noted  that  an  IMCEA 
chapter  is  being  formed  there,  by  SGM  George 
McKenzie,  former  senior  club  NCO  at  the  Club 
Management  Directorate,  TAGCEN,  and  currently 
assigned  to  the  Frankfurt  Area  Club  System.  “We 
hope  to  make  the  IMCEA  bigger,  better  and  more 
professional  in  1978  by  capitalizing  on  recent 
IMCEA  gains,”  Walker  said. 

“The  IMCEA  will  hold  workshops  dealing  with 
package  stores  and  food  operations,”  he  said. 
Another  goal  of  the  IMCEA  in  1978,  according  to 
Walker,  is  to  “expand  the  lobbying  efforts  of  the  as- 
sociation in  Congress.”  “We  (the  IMCEA)  can  af- 
ford to  deal  with  the  Congress  in  a way  that  the  serv- 
ices are  reluctant  to,”  he  said.  “The  association  is 
also  exploring  ways  of  expressing  its  viewpoints  to 
the  General  Accounting  Office,  which  is  currently 
reviewing  clubs  and  package  stores  of  all  services.” 
Another  1978  IMCEA  goal  is  to  increase  the  number 
of  members  from  the  present  450  to  600. 


Tom  Walker,  newly 
elected  IMCEA  Pres- 
ident, addresses  the 
1978  IMCEA  con- 
ference, outlining 
IMCEA  programs  in 
the  coming  year. 


Valuable  workshops 

Top  club  people  from  all  services,  including  COL 
Lee  C.  Dickson,  Director,  Club  Management  Direc- 
torate, The  Adjutant  General  Center,  actively  partici- 
pated in  the  program  by  hosting  workshops  and 
presenting  an  overview  of  clubs  to  the  conference 
participants. 

A special  feature  of  this  year’s  conference  was  a 
panel  discussion  on  military  club  operations  held  at 
the  National  Restaurant  Show.  During  this  discus- 
sion, LTC  Howard  Bucknam  (Marine  Corps),  CPT 
Mike  Kelly  (Air  Force),  Tom  Walker  (Army),  and 
Don  Booth  (Navy)  discussed  innovations  tried  by  club 
managers  and  reasons  their  success  or  failure. 

Attendees  seemed  to  appreciate  the  chance  to 
interact  with  each  other  during  informal  discussions 
as  much  as  participating  in  the  formal  conference 
program  itself.  These  informal  discussions  provided 
time  for  an  interchange  among  managers  of  candid 
viewpoints  from  managers  of  all  services  who  seemed 
to  share  common  problems  and  challenges.  High  on 
the  list  of  contemporary  management  challenges  are 
inordinately  high  labor  costs,  compounded  by  in- 
creasing administrative  costs  in  the  accounting,  per- 
sonnel and  procurement  areas. 

Congressional  update 

A key  speaker  at  this  year’s  conference  was  Ralph 
Marshall,  Professional  Staff  Member  for  the  Nonap- 
propriated  Fund  Panel  of  the  House  Armed  Services 
Committee.  Marshall  apprised  attendees  of  the  scope 
and  intent  of  the  current  General  Accounting  Office 
(GAO)  review  of  military  clubs  and  package  stores. 
This  review  was  a key  item  of  interest  to  all  attending 
the  conference  and  each  service  could  only  speculate 
on  the  outcome  of  the  review  based  on  questions 
being  asked  by  GAO  people  at  installations  visited. 
This  report  is  due  to  the  House  Armed  Services 
Committee  in  September  of  this  year. 
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SGM  Earnest  Sands,  Senior  Club  NCO,  updates 
Army  conferees  on  the  status  of  the  enlisted  career 
program  and  financial  progress  of  NCO  and  enlisted 
clubs.  Similar  sessions  were  held  by  other  services  at 
the  IMCEA  conference  which  allowed  conferees  to 
deal  with  matters  pertaining  specifically  to  their 
own  service  branch. 

Record  attendance 

Attendees  left  Chicago  with  new  insight  into  the 
current  and  future  problems  facing  military  clubs, 
along  with  sharpened  expertise  gained  from  participa- 
tion in  hospitality  related  industry  workshops  and 
demonstrations.  The  National  Restaurant  Association 
Show  attracted  over  100,000  restaurateurs  to  Chicago 

Meade  management  moves 

New  club  on  horizon  for  improved  system. 
FORT  MEADE,  MD — Aggressive  management  here 
has  vastly  improved  club  services  and  a traditionally 
bleak  financial  picture. 

“The  Officers’  Club,  managed  by  1978  Carroll 
Award  Winner  CW3  Joseph  Dziwoki,  has  made  the 
most  remarkable  progress,”  according  to  installation 
club  manager,  LTC  Vincent  Land.  “In  the  12 
months  prior  to  the  arrival  of  Dziwoki  in  May  1976, 
the  club  lost  over  $38,000  and  membership  was  de- 
clining. Upon  arrival,  Dziwoki  immediately  cut  ex- 
penses and  improved  membership  services. 

The  administrative  staff  was  cut  from  five  to  two 
as  Dziwoki  personally  took  charge  of  the  manage- 
ment information  system  and  catering.  Service  per- 
sonnel were  trained  and  cut  to  the  bare  minimum,” 
Land  added.  The  result — a complete  reversal  in  the 
negative  net  income  picture  ($40,000  net  income  dur- 
ing the  12  months  after  Dziwoki ’s  arrival). 

Membership  services  in  the  officers’  club  im- 
proved along  with  the  financial  picture.  Meade  Offi- 
cers’ Club  members  are  now  offered  a champagne 
brunch,  beef  n’  burgundy  (half  price  for  children 
under  12  and  free  for  kids  under  three),  a steak  night, 
a Mongolian  barbecue  two  Thursdays  a month  and  a 


to  view  exhibits  and  participate  in  seminars  and 
workshops. 

“The  record  attendance  at  this  year’s  conference 
indicates  the  growth  which  the  IMCEA  has  experi- 
enced in  the  past  year,”  according  to  IMCEA  Execu- 
tive Director  Richard  Storey.  He  was  referring  to  a 
near  35  percent  growth  in  the  association’s  member- 
ship roles  from  300  in  1977  to  over  450  today.  He 
attributes  this  increase  to  “an  active  board  of  direc- 
tors which  has  aggressively  pursued  specific  goals  for 
increasing  membership  services.”  Another  factor 
contributing  to  the  IMCEA ’s  growth  is  a full-time 
staff,  committed  solely  to  furthering  the  organiza- 
tion’s goals.  Previously,  the  IMCEA  was  managed  by 
a professional  association  management  organization 
with  diverse  interests  in  several  unrelated  associa- 
tions, thereby  allowing  limited  devotion  to  IMCEA 
matters. 

More  in  Club  Executive 

A complete  rundown  of  the  IMCEA  conference 
and  related  aspects  of  the  National  Restaurant  As- 
sociation Show  will  appear  in  an  upcoming  issue  of 
Club  Executive  magazine.  Also  included  in  this  mag- 
azine will  be  key  points  made  by  speakers  at  the  con- 
ference, including  the  top  officers  from  each  of  the 
services’  club  systems. 

to  improve  system 

la  carte  dining  on  alternate  Thursdays,  Fridays  and 
Saturdays.  Officers’  club  members  now  eat  in  style 
with  Chateaubriand  for  two,  vegetables,  wine,  and 
baked  Alaska  for  under  $20.00.  The  club  has  added 
wall-to-call  carpeting  throughout,  new  fumitute  and 
an  expanded  entertainment  program. 

“Fort  Meade  Officers’  Club  members  are  now 
given  four  $1  coupons  monthly  for  redemption  at  the 
club.  This  has  been  a real  promotional  plus,”  Land 
said. 

“Financial  progress  here  has  been  so  dramatic  that 
we  are  currently  asking  for  a loan  from  the  Army 
Club  Fund  to  build  a new  officers’  club  which  should 
add  to  the  current  2,000  club  members,”  Land  said. 

“We  are  by  no  means  ignoring  the  enlisted  person 
at  Fort  Meade.  We  are  experimenting  with  different 
marketing  techniques  and  have  recently  opened  a 
NCO  Club  (E6-E9).  Initial  financial  results  are  not 
encouraging  in  this  club.  We’re  going  to  take  another 
look  at  this  club  and  alternatives  being  considered  are 
additional  promotional  activities  or  combining  this 
club  with  the  all  ranks  enlisted  club.  The  all  ranks 
enlisted  club  is  initiating  new  programs  designed  to 
increase  member  participation  while  improving  its 
financial  posture,”  Land  said. 
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Financial  trend  up 
NCO  club  remains  open 

WALTER  REED  ARMY  MEDICAL  CENTER, 
WASHINGTON,  D.C. — A combined  effort  by  club 
managers  here  and  the  Club  Management  Directorate, 
TAGCEN,  has  tightened  management  and  reversed  a 
highly  negative  trend  that  threatened  to  close  the 
club’s  doors. 

In  FY  77,  the  NCO  club  lost  $10,160.  The  club 
moved  out  of  a building  which  had  just  been  reno- 
vated with  a loan  of  $90,000 — forfeiting  all  fixed  as- 
sets. Also,  the  club  owed  the  officers’  club  $35,000. 
It  looked  as  though  it  would  have  to  shut  its  doors. 
The  problem  wasn’t  lack  of  business.  It  was  poor 
management.  But  now,  although  club  sales  have  re- 


Wcilter  Reed  managers  turn  FY  77  $10,160 
loss  to  FY  78  year-to-date  $29,809  net 
income. 

mained  constant,  net  income  is  way  up.  The  $10,160 
FY  77  loss  has  changed  to  a $29,809  year-to-date  FY 
78  net  income.  The  turnabout  wasn’t  accidental. 
Management  teamed  up  with  the  Club  Management 
Directorate  and  made  changes — a lot  of  changes. 

It  was  slow  going.  First,  the  inventory  was  grossly 
overstated.  For  example,  a check  revealed  that  96 
cases  of  chicken  pot  pies  were  actually  96  “indi- 
vidual” pot  pies.  This  and  other  overstated  inven- 
tories had  to  be  written  off,  resulting  in  a cost  of 
goods  of  71  percent  in  one  month.  After  the  inven- 
tory was  straightened  out,  management  made  other 
changes.  “We  closely  monitor  everything,”  said 


ro7 
ro3 
1 13 

nu 

715 


301 

502 

603 

eio 

oil 

317 


313 

Gi4 
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Clockwise  from  lower  left  (L  to  R):  James  Freeman,  NCO  club  manager;  CPT  Randal  Erwin,  ICM; 
Wolfgang  Boettger,  asst.  ICM;  and  SFC  Anibal  Velez,  asst.  NCO  club  manager  review  improved 
March  final  results.  Walter  Reed  club  managers  tightened  controls  and  kept  the  NCO  club  from 
closing. — February  operating  results  reflect  strong  Walter  Reed  club  management  effort. — SFC 
Velez,  asst.  NCO  club  manager,  carefully  checks  inventory. — Entrance  to  the  Walter  Reed  NCO 
Club.— Disco  at  the  club  has  increased  sales  volume.  Disco  Night  cover  charge  helped  eliminate  dues. 
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Wolfgang  Boettiger,  asst,  installation  club  manager. 
“There  are  tight  internal  controls,’’  he  added,  “and 
bar  sales  are  carefully  scrutinized.’’ 

“We  now  use  preportioned  food  items,’’  said  in- 
stallation club  manager  CPT  Randal  Erwin.  “Pre- 
portioned items  cost  more  but  our  labor  costs  drop,” 
Erwin  said.  “We  reduced  administrative  costs  by 
eliminating  two  positions  of  operations  clerk  and 
warehouse  clerk.”  Also,  we  went  to  a self-sustaining 
entertainment  system  where  we  charge  a $1  cover 
charge  for  disco  nights  and  a two  dollar  cover  charge 
for  bands.  The  cover  charge  allowed  us  to  eliminate 
monthly  dues  of  three  dollars  and  now  we  charge  a 
three  dollar  one-time  membership  fee,”  Erwin 
continued,  “thereby  reducing  administrative  costs 
further.  ” 

“Our  food  operation  was  redone  with  a snack  bar 
at  lunch  instead  of  a multi-offering  lunch  line,”  he 
said.  “Other  changes  included  rotating  the  asst,  man- 
ager and  manager  at  night  instead  of  having  a sepa- 
rate night  manager.  A master-at-arms  is  used  only  on 
large  volume  nights.  In  the  kitchen,  we  costed  our 
menu  items  to  bring  them  more  into  line  with  reality 
and  established  standard  recipes  and  operating  proce- 
dures for  our  cooks.” 

“We  established  three  primary  percentage  objec- 
tives. We  reduced  a 60  percent  food  cost  of  goods  to 


40  percent;  a 35  percent  bar  cost  of  goods  to  30  per- 
cent; and  a 56  percent  total  labor  cost  to  40 
percent — with  a five  percent  bottom  line  objective.” 
“Another  move  was  to  place  most  employees  on  an 
intermittent,  on-call  status  and  reduce  full  and  part 
time  positions  whenever  possible.  We’re  happy  with 
the  way  things  are  going  and  we’re  not  going  to  try  to 
be  too  innovative.  We  do  have  some  things  in  the 
works  however.  We’re  going  to  try  a family  oriented 
activity  once  a week  and  we’re  going  to  get  some 
medium-priced  entertainment  about  twice  a month 
and  see  how  these  innovations  are  received.  The  im- 
portant thing  right  now  is  to  stick  with  those  proven 
winners  until  we  can  bail  ourselves  out  of  our  nega- 
tive fund  equity  situation. 

“We’ve  made  progress.  As  management  becomes 
accustomed  to  the  many  fundamental  changes  in 
operating  procedures,  our  equity  situation  improves. 
For  example,  in  April,  our  net  income  was  close  to 
$7,500  and  May’s  net  income  was  $3,895.” 

After  a series  of  drastic  financial  setbacks,  includ- 
ing writing-off  fixed  assets,  overstated  inventories 
and  the  usual  trauma  associated  with  change  and  in- 
novation, the  NCO  club  appears  to  be  settling  into  a 
positive  trend  that,  by  all  indications,  will  continue, 
allowing  an  almost  closed  club  to  become  a thriving 
membership  organization. 


Food  Cost  Analysis 

WASHINGTON— C.  C.  “Doc”  Watson,  Club 
Managers  Assn,  of  America  national  director  and 
general  manager  of  the  Sunset  Ridge  Country  Club  in 
Northbrook,  111.  employs  a unique  method  in  com- 
municating increased  food  costs  to  his  club  member- 
ship. 

He  submitted  the  following  statistics  to  his  mem- 
bers with  an  appropriate  paragraph  of  explanation, 
“Dear  Members: 

Each  month  we  do  an  analysis  of  our 
food  costs  and  compare  present  costs 
with  the  previous  year.  I am  sure  that 
you  are  aware  of  the  rising  expenses 
your  family  incurs,  but  perhaps  you  do 
not  have  as  much  opportunity  to  recog- 
nize the  actual  increase  in  those  ex- 
penses. Thus,  I included  some  figures 
from  our  own  analysis  from  December 
1976  to  December  1977  for  your 


benefit.” 

Seasonings 

+ 24% 

Condiments 

+ 12% 

Jello 

+ 9% 

Toppings 

+ 18% 

Can  vegetables 

+ 14% 

Can  tomato  products 

+ 21% 

Can  fruits 

+ 8% 

Can  juices 

+ 11% 

Tuna  & Salmon 

+ 10% 

Mayonnaise  & Vinegar 

+ 12% 

Butter  & margarine 

+ 8% 

Coffee,  tea,  sanka 

+ 41% 

All  lettuce 

+ 43% 

Fresh  vegetables 

+ 7% 

Fresh  fruits 

+ 22% 

Milk 

+ 4% 

Prime  rib 

+ 23% 

Prime  sirloin 

+ 26% 

Prime  tenderloin 

+ 20% 

Prime  sirloin  butt 

+ 13% 

Bacon 

+ 5% 

Lamb 

+ 16% 

Frozen  vegetables 

+ 5% 

Crabmeat 

+ 22% 

Shortening 

+ 18% 

Fresh  fish 

+ 16% 

It  might  be  appropriate  to  paraphrase  an  old  adage  to 
read,  “What  God  giveth,  inflation  taketh  away”.  We 
certainly  will  continue  to  minimize  our  costs  in  the 
best  way  possible,  always  realizing  that  quality  and 
service  are  still  our  priorities.” 

Courtesy  CMAA  Outlook. 
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At  Fort  Drum 

Managers  numb  after  cold 
weather  training  exercise 

FT  DRUM,  NY — CPT  John  Fahey,  Installation 
Club  Manager  here,  sat  in  his  office  with  his  manag- 
ers. They  looked  as  though  they  had  just  climbed  out 
of  a foxhole  after  a three-hour  artillery  barrage. 

They  were  recovering  from  Empire  Glacier,  a 
winter  training  exercise  that  brought  10,000  Army, 
Air  Force  and  Marine  Corps  servicemen  to  Ft.  Drum 
to  take  part  in  a mock  war  waged  over  200,000  acres, 
30  miles  south  of  the  Canadian  border.  The  exercise 
strained  the  operation  of  the  club  system  which  is  ac- 
customed to  accommodating  the  50  officers  and  350 
enlisted  permanently  assigned. 

Fahey  and  his  managers  were  reluctant  to  even 
mention  the  word  “club”,  but  after  some  probing 
they  recalled  the  events  of  the  past  six  weeks. 

“I  stayed  home  all  day  for  the  first  Sunday  after 
the  exercise  and  my  wife  kept  looking  at  me  as  if  I 
were  a mirage,”  said  SFC  Robert  Mangiante,  offi- 
cers’ branch  manager.  “You  could  feel  the  installa- 
tion population  swell  as  the  troops  arrived  via  the 
Military  Airlift  Command.  The  units  came  without 
their  POVs  and  the  severe  weather  limited  them  to 
the  Post.  I guess  we  complain  about  the  hard  work  on 
one  hand,  but  we  love  the  business  on  the  other,”  he 
said. 

The  weather  was  severe.  Plenty  of  snow,  both  the 
standard  falling  variety  and  the  blowing,  drifting, 
sinking-in  variety.  Add  a few  choice  gale  winds,  a 
thaw  to  get  plenty  of  slush,  an  immediate  hard 
freeze,  with  temperatures  below  0oF  that  very  night, 
and  you  have  got  severe  weather. 

In  the  six  weeks  of  Empire  Glacier,  the  club  sys- 
tem had  gross  sales  of  $150,000  with  a $32,000  net 
income.  “To  many  managers  operating  a large  club 
system,  these  figures  may  not  sound  fantastic,  but 
consider  in  November  — the  same  system  had 
$21,000  sales  with  a loss  of  $6,000,”  Fahey  said. 

SFC  Roland  Cobb,  NCO  branch  manager,  re- 
flected on  operations  during  Empire  Glacier.  “When 
all  the  forces  arrived  at  Ft.  Drum,  you  might  have 
thought  that  the  mission  was  to  attack,  seize  and  hold 
the  NCO  club,  instead  of  immobilizing  the  joint  op- 
position force.  Instead  of  50  cases  of  beer  per  night, 
we  needed  200  cases  of  beer  per  night.  The  custom- 
ers were  glad  to  help  us.  They  gladly  bought  by  the 
case  at  bar  price,  consumed  it  at  the  tables,  and 
brought  the  empty  cases  back  to  the  bar  for  replace- 


ment. My  whole  club  is  only  5.000  square  feet.  I hate 
to  say  it,  but  if  they  renamed  this  club  for  Empire 
Glacier,  the  only  right  name  would  be  “the  zoo,” 
Cobb  said.  The  troops  had  another  name  for  the  NCO 
club,  however.  They  called  it  the  Dodge  City  Disco, 
with  five  Masters-at-arms  available  to  keep  law  and 
order. 

Mangiante  did  a land  office  business.  “I  figured 
draft  beer  was  the  only  way  to  keep  my  beer  precen- 
tage  healthy  since  beer  was  really  selling.  So  we  got 
some  taps  and  by  the  time  Empire  Glacier  was  over, 
he  had  gone  through  50  kegs.  At  our  prices,  a glass 
of  draft  has  the  same  return  percentage  as  a mixed 
drink.  We  had  a recurring  problem  with  our  gas  stove 
and  water  heater.  The  fuel  tank  was  covered  with 
snow  in  below  0oF  weather.  The  liquid  petroleum 
gas  would  not  gasify  unless  hot  water  was  poured 
over  the  tank.  Dining  room  sales  were  the  highest  for 
one  month  in  the  club’s  history 

“The  quiet  of  mid-winter  will  settle  over  Ft.  Drum 
from  mid-February  to  the  end  of  April,”  Fahey  said. 
“People  don’t  plant  their  gardens  until  Memorial 
Day,  but  units  throughout  the  East  are  planning,  or- 
ganizing and  preparing  for  summer  training.  The  Ft. 
Drum  system  is  getting  ready  to  serve  an  estimated 
75,000  reservists  who  will  train  at  Drum  for  two- 
week  periods  beginning  April  78  through  September 
78,”  he  said.  “Operating  this  club  system  is  unique 
because  of  our  severe  market  fluctuations,  that  is  clubs 
basically  open  and  close  twice  a year.  Ordering  must 
be  done  with  these  fluctuations  in  mind.  We  have  to 
juggle  inventories,  keeping  them  low  in  the  off- 
season and  avoid  running  out  in  our  busy  periods,” 
Fahey  said. 

“We  were  lucky  in  so  many  ways  during  Empire 
Glacier,  “Fahey  said.  “The  severe  weather  and  the 
fact  that  the  troops  came  without  their  cars  provided 
us  with  a captive  market.  Our  immediate  problems 
were  resupply,  crowd  control  and  scheduling  em- 
ployees to  avoid  overtime  wherever  possible,”  Fahey 
said. 

“I  have  enjoyed  this  assignment  very  much.  I 
couldn’t  ask  for  harder  workers  than  SFC  Cobb  and 
SFC  Mangiante.  It  takes  a special  manager  to  cope 
with  radical  changes  in  short  periods  of  time,”  Fahey 
said. 

Empire  Glacier  will  return  to  Ft.  Drum  in  1980.  If 
this  past  winter  is  an  example,  an  outstanding  train- 
ing session  will  prevail  for  the  visiting  elements  and 
for  the  club  system  in  the  frozen  northeast.  Market 
fluctuations  may  be  a thing  of  the  past  for  Ft.  Drum 
as  the  Army  is  considering  Ft.  Drum  as  a possible 
site  for  relocation  of  units  of  the  2nd  Infantry  Divi- 
sion. 
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2d  quarter  operating  results 

WASHINGTON — One  hundred  and  forty-six  installation  club  systems  Army-wide  attained  the  following 
results  from  operations  in  the  second  quarter  of  FY  78: 


In  millions 

Total 

Total 

Net 

% of 

Revenue 

Sales 

Income 

Sales 

2d  Quarter  FY  78 

$ 66.2 

$ 55.4 

$2.0 

3.7 

2d  Quarter  FY  77 

$ 61.0 

$ 50.9 

$2.0 

3.9 

Year-to-date  FY  78 

$136.3 

$115.3 

$5.2 

4.5 

Year-to-date  FY  77 

$127.5 

$107.6 

$5.2 

4.8 

Although  both  total  revenue  and  sales  gained  during  the  second  quarter,  net  income  remained  the  same  and 
actually  declined  slightly  as  a percentage  of  sales. 

68.7  percent  of  Army  club  branches  operated  profitably  compared  to  70.8  percent  for  the  same  period 
last  year. 


An  obvious  means  of  support 

Staunch  club  supporters 

FT  GORDON,  GA — Clubs  have  active  members, 
honorary  members  and  associate  members.  But  the 
Fort  Gordon  Officers’  Club  has  another  type  of 
member — Are  you  ready? — The  Royal  Order  of 
Staunch  Supporters  (ROSS). 

“We  wanted  to  give  the  club  a boost,”  said  Bar- 
bara Revine,  officers’  club  manager,  who  has  been 
with  the  Gordon  club  system  for  two  years.  “We  fig- 
ured that  members  who  support  the  club  often  should 
be  encouraged  to  continue  to  support.” 

“The  criteria  for  becoming  a member  of  ROSS  is  a 
demonstrated  interest  in  the  club,”  according  to  Re- 
vine. “Ross  is  self-perpetuating  in  that  members 
choose  their  own  successors  and  additional  members. 
One  of  our  latest  members  is  MG  William  J. 
Hilsman,  Commander,  U.S.  Army  Signal  Center  and 
Fort  Gordon,”  she  said. 

“The  club  made  a small  initial  investment  in 
plaques  and  the  charter — ROSS  members  take  it  from 
there,”  Revine  said. 

New  Riley  Club 

FT  RILEY,  KS— The  newest  addition  to  the  Fort 
Riley  club  system  opened  its  doors  on  May  1st,  the 
first  club  at  that  midwest  post  to  be  shared  by  all 
ranks. 

1st  Infantry  Division  soldiers  now  have  five  club 
facilities  on  the  installation.  LTC  Matthew  Ander- 
son, installation  club  manager,  expects  the  club  to  be 
beneficial  when  construction  of  a new  main  officers’ 
club  begins  renovation  later  this  year. 

The  newly  opened  annex  seats  about  75  officers 
and  150  enlisted,  according  to  1LT  Laverne  Smith, 
assistant  officers’  branch  manager. 


Bryant  to  attend 
SGM  school 

FT  MCPHERSON,  GA— MSG  Lawton 

Bryant  has  been  selected  to  attend  the 

Sergeants  Major  Academy  at  Fort  Bliss,  Texas. 

Bryant  is  currently  NCO  branch  manager  here. 

Dining  out , prices  up 

WASHINGTON — More  Americans  are  dining  out 
and  paying  more  for  food  away  from  home,  accord- 
ing to  government  reports. 

Sales  for  eating  and  drinking  places  as  of  April  22 
were  $19,473,000,  up  8.2  percent  over  the  previous 
year.  During  the  same  period  food  sales  from  the 
market  increased  at  the  same  rate  to  $49,947,000, 
according  to  the  Census  Bureau. 

Meanwhile,  Americans  paid  8.6  percent  more  for 
their  food  eaten  away  from  the  home  and  8.2  percent 
more  for  food  purchased  at  the  market. 

(GAO,  from  pg.  1) 

The  Panel’s  action  stemmed  from  hearings  last  fall 
which  indicated  “that  improvements  are  needed  to 
bring  about  greater  efficiency,  economy,  effective- 
ness and  standardization  in  the  management,  organi- 
zation and  operation  of  the  various  military  service 
club  systems,”  Daniel  said. 

As  a part  of  the  review,  the  GAO  has  mailed  ques- 
tionnaires to  1100  Army  personnel — 300  officer,  400 
NCOs  and  400  junior  enlisteds  in  an  attempt  to  meas- 
ure Army  attitudes  toward  club. 

Several  Army  installations  have  been  visited  by  the 
GAO  as  a part  of  the  review:  Fort  Shafter,  Hawaii; 
Fort  Leavenworth,  Kan.;  Fort  Jackson,  S.C.;  and 
Fort  Bragg,  N.C.  The  GAO  has  also  visited  the 
Stuttgart  Area  Club  System  in  USAREUR. 
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Second  1978  CMC  graduates  and  moves  out 


(L  to  R)  Row  1:  SSG  David  J.  Fuller  to  Europe,  SSG  Willie  R.  Moore  to  Korea,  CPT  Louisa  L.  Cross  to  Europe,  MSG  Samuel  L. 
McKoy  (instructor),  CPT  Larry  R.  Taylor  (instructor),  CPT  John  L.  Jefferis  to  Florida  International  University,  CPT  Nancy  C. 
Howell  to  Europe,  SSG  Hiram  P.  Rios  to  Ft.  Hamilton,  SFC  John  C.  Garcia  to  Europe.  Row  2:  MSG  Paul  L.  Ellis  to  Europe,  CPT 
Robert  E.  Strange  to  Europe,  SSG  Robert  N.  Simon  to  Europe,  MSG  Gerald  A.  Teixeira  to  Europe,  MSG  Thomas  A.  Smith  to 
Europe,  SSG  Douglas  W.  Johnson  to  Europe,  SFC  Frank  W.  Snow  to  Europe,  SSG  Ernest  E.  Bradford  to  Korea.  Row  3:  2LT 
Michael  D.  Mohr  to  Fort  Campbell,  2LT  Jerry  C.  Hesley  to  Ft.  Bliss,  Mr.  Ralph  G.  McAlister  to  Ft.  Harrison,  SFC  Junior  L. 
Crutcher  to  Europe,  Mr.  Thomas  J.  Lambert  to  Ft.  Carson,  CPT  Donald  R.  Ristow  to  Europe,  SFC  Thomas  P.  Savel  to  Europe, 
SSG  Daniel  W.  Breckenridge  to  Europe,  SFC  Freddy  A.  Nolen  to  Military  District  of  Washington,  SFC  Thomas  L.  Knipper  to 
Korea.  Row  4:  Mr.  Terence  J.  Ekoos  to  CMD  European  Regional  Office,  SSG  Wayne  Massey  to  Europe,  MSG  Frank  J.  Brown  to 
Europe,  SFC  Oscar  J.  Berven  to  Ft.  Bragg,  SFC  James  R.  Sutton  to  Korea,  CW2  Millard  D.  Blunt  Jr.  (instructor).  Not  pictured 
are:  2LT  Ellen  P.  Anderson  to  Ft.  Bragg,  SSG  Larry  W.  Collum,  to  Europe,  2LT  Kenneth  R.  Humphrey  to  Pine  Bluff  Arsenal, 
2LT  Ronald  P.  McElveen  to  Granite  City  Army  Depot,  Chang  Kyu  Pak  to  Korea,  SFC  David  L.  Parham  to  Europe,  SFC  Frederick 
W.  Poland  to  Europe. 


Culinary  course  dates  announced  50  slots  for  Army. 


PATUXENT  RIVER  NAVAL  AIR  STATION, 

MD — The  Armed  Forces  Culinary  Course  (AFCC) 
will  hold  ten  2-week  courses  in  FY  79,  beginning  in 
early  October  78  and  extending  through  September 
1979. 


The  courses  and  dates  are: 


Course 

Date 

79-1 

16-27  Oct 

79-2 

27  Nov-8  Dec 

78-3 

15-26  Jan 

79-4 

5-16  Feb 

79-5 

19-30  Mar 

79-6 

23  Apr-4  May 

79-7 

4-15  Jun 

79-8 

16-27  Jul 

79-9 

13-24  Aug 

79-10 

17-28  Sep 

Army  clubs  are  allowed  five  attendees  per  course. 
To  nominate  attendees  for  AFCC,  installations  should 
contact  CMD,  providing  the  name,  position,  pay 
grade,  and  club  or  annex  mailing  address  of  the 
nominee.  Participation  in  the  AFCC  is  limited  to 
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nonappropriated  fund  civilian  cooks,  chefs,  food  and 
banquet  managers  pay  grade  five  and  above  currently 
employed  in  Army  clubs.  Nominations  may  be  sub- 
mitted, with  command  approval,  by  ICM’s  and/or 
club  managers.  All  course  costs  and  meal  costs  dur- 
ing the  periods  of  instruction  will  be  funded  from  the 
Army  Club  Fund  (ACF).  Installations  will  be  respon- 
sible only  for  travel  costs  and  a reduced  per  diem. 
Military  quarters  are  provided  at  a minimal  cost  to 
the  attendees.  On  approval  for  attendance  at  AFCC, 
nominees  will  be  sent  a complete  list  of  instructions 
pertaining  to  the  logistical  requirements. 

Point  of  contact  form  the  AFCC  is  William  Gregg, 
HQDA  (DAAG-CM),  Washington,  DC,  20314. 
AUTOVON  223-0990/0991  or  Area  Code  (202) 
693-0990. 

All  four  services  participate  in  the  course  which 
was  conceived  as  a means  of  upgrading  the  culinary 
skills  of  food  production  personnel  now  employed  in 
clubs.  The  course  emphasizes  the  conception,  prep- 
aration and  service  of  high  quality  menu  offerings, 
geared  to  the  military  club  market,  while  stressing  the 
basic  concepts  of  cookery. 


Unique  approach  to 
command  reception 

FT  GORDON,  GA — The  officers’  club  here  has 
taken  a unique  approach  to  the  traditional  way  of 
running  the  commander’s  reception. 

“Traditionally  a stand-up  affair,  the  General’s 
New  Year’s  Reception  required  each  person  to  come 
at  an  appointed  time,  stiffly  shaking  hands  and  stop- 
ping at  the  hor  d’oeuvres  while  making  a quick 
exit,’’  according  to  MAJ  Jerry  Hughes,  Installation 
Club  Manager. 

“In  the  fall  of  1977,  a new  commander  came  on 
board  with  the  idea  of  making  the  reception  different 
in  presentation  and  long  lasting  in  its  effectiveness 
toward  bringing  the  Fort  Gordon  community  together 
in  friendly  conversation  and  congenial  companion- 
ship,” Hughes  continued. 

“The  vision  of  an  interchange  of  ideas  over  a glass 
of  fine  wine,  accompanied  by  a piece  of  good  cheese, 
while  surrounded  by  an  atmosphere  of  good  taste  and 
decor  sounded  too  good  to  be  true,”  Hughes  said. 
“But  the  club  had  its  marching  orders.” 

“First  we  decided  that  there  would  be  no  receiving 
line.  Instead,  each  individual  commander  would  host 
a reception  in  one  of  the  four  banquet  rooms  avail- 
able, and  wait  the  arrival  of  the  Commander,  MG 
William  J.  Hilsman.  General  Hilsman  began  in  one 
room,  circulated  and  passed  on  to  the  next  room.  De- 
spite the  formality  of  dress  blues,  there  was  no  re- 
ceiving line.  The  balance  of  the  relaxed  atmosphere 
was  derived  from  the  affair  itself. 

“The  club  contacted  two  local  wine  distributors 
who  assisted  in  the  tasting.  Representatives,  who 
brought  a team  of  stewards,  complete  with  leather  ap- 
rons and  silver  wine  tasters,  poured  the  wine,  de- 
scribed the  origin  of  the  grapes  and  mingled  with  the 
guests. 

“Five  cheeses  were  selected — Gouda,  Monterey 
Jack,  Sharp  Cheddar,  Colby  with  Carraway,  and 
Swiss.  Large  blocks  and  wheels  of  cheese  were  set 
out  with  knife  and  board  for  the  attendees  to  slice  as 
little  as  or  as  much  as  they  desired.  Three  breads 
were  available — German  rye  and  pumpernickel  and 
French  baquettes.  These  too  were  presented  on  a 
board  for  self-service. 

“The  decorations  were  old  wine  casks,  fresh 
grapes,  ice  carvings,  and  country  flowers — all  the 
things  you  associate  with  wine  vineyards  and  old 
wine  presses.  The  decorations  served  to  complete  the 
aura  of  relaxed  conversation  that  was  now  a reality 
throughout  the  hallways  of  the  club. 

“With  over  900  people  attending,  this  approach  to 


Attractive  displays  adorned  the  club  for  the  event. 


A Fort  Gordon  Officers’  Club  patron  samples  the 
wine  at  a unique  command  reception. 


Vendors  and  workers  prepare  for  the  command 
reception  which  hosted  over  900  Fort  Gordon  offi- 
cers and  guests. 


the  command  reception  was  a success.  It  proved  that 
a command  reception  could  be  more  than  a handshake 
and  common  salutation.  It  could  be  several  hours  of 
pleasant  conversation  between  officers  and  guests 
through  which  a general  officer  could  unobtrusively 
pass,”  Hughes  said. 
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Warrant  MOS  earns  college  credit 


WASHINGTON — Warrant  officers  may  now  receive 
college  credit  for  holding  the  Club  Management  Mili- 
tary Occupational  Specialty  (MOS  021  A). 

The  American  Council  on  Education  (ACE)  is  rec- 
ommending that  colleges,  universities,  technical  in- 
stitutes, and  vocational  schools  grant  college  credit  to 
Army  warrant  officers  for  the  experience  and  learning 
they  have  demonstrated  through  effective  perform- 
ance in  their  MOS. 

Three  semester  hours  are  allowed  for  each  of  the 
following  areas  in  the  lower  baccalaureate/associate 
degree  category:  report  writing,  communication  skills 
(oral),  food  and  beverage  management,  food  and 
labor  cost  control  systems,  personnel  supervision, 
and  office  practices,  for  a total  of  18  semester  hours. 

In  the  upper  division  baccalaureate  category,  three 
semester  hours  are  allowed  for  hotel,  motel  or  club 
management,  and  three  in  personnel  management  and 
training;  if  rank  was  CW2,  two  additional  semester 
hours  for  field  experience  in  management,  for  a total 
of  eight  semester  hours;  if  rank  was  CW3,  four  addi- 


tional semester  hours  for  field  experience  in  man- 
agement, for  a total  of  10  semester  hours;  if  rank  was 
CW4,  six  additional  semester  hours  for  field  experi- 
ence in  management,  for  a total  of  12  semester  hours. 

The  evaluation  is  performed  by  ACE  under  a com- 
prehensive program  which  reviews  Army  manuals, 
interviews  warrant  officers  holding  the  MOS,  and 
tours  actual  work  areas. 

How  to  apply  for  credit 

If  you  are  still  in  the  Army,  contact  the  education 
services  officer  at  your  local  Army  education  center. 
If  you  are  a veteran,  contact  the  veterans’  counselor, 
the  admissions  officer,  or  the  registrar  at  the  school 
in  which  you  have  enrolled  or  are  planning  to  attend. 

Each  civilian  school  has  the  right  to  accept,  mod- 
ify, or  reject  the  ACE  credit  recommendations.  ACE 
recommendations  are  subject  to  interpretation.  To 
find  out  how  much  credit  you  might  receive,  go  to  an 
education  counselor  who  is  trained  in  using  the  ACE 
Guide. 


Command  salutes 
Campbell  O’Club 

FT  CAMPBELL,  KY— Employees  of  the  Fort 
Campbell  Officers’  Club  were  honored  recently  by 
receiving  the  “Commanders  Certificate’’  for  out- 
standing improvements  in  club  operations. 

“This  is  the  first  time  that  the  commander,  then 
MG  John  Wickham,  Jr.,  had  presented  this  certificate 
to  an  entire  Fort  Campbell  organization  and  we  are 
proud,’’  said  former  manager  1LT  Daniel  Lanio,  who 
is  currently  being  assigned  to  Camp  Humphreys,  Korea 
via  the  Executive  Club  Management  Course. 
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(clockwise)  Two  dedicated  bartenders,  entertain- 
ment and  dining  at  the  award  winning  Fort 
Campbell  Officers’  Club. 


Self-help  project 

$4,400,  elbow  grease  renovates 
o’ dub  basement 

FT  HARRISON,  IN — For  the  people  who  put  in 
some  long  hours,  it  was  a big  day.  They  were  finally 
going  to  open  the  doors  to  a newly  renovated  offi- 
cers’ club  basement. 

Club  employees,  managers  and  members  picked  up 
their  tools,  used  their  innovative  minds  and  com- 
pleted work  in  the  Harrison  Connection,  a casual 
lounge,  catering  to  all  ranks  — lieutenants  to 
generals. 

How  they  did  it 

“The  help  we  had  was  outstanding  and  the  place 
looks  1,000  percent  better  than  it  did  before,”  accor- 
ing  to  club  officer  CPT  Ernest  Phillips.  “We  didn’t 
have  much  money,  so  we  had  to  save  wherever  pos- 
sible,” he  added.  “First  we  asked  ourselves:  what 
would  be  the  biggest  factor  that  would  keep  us  from 
opening?,”  Phillips  said.  “We  then  proceeded  to 
tackle  the  major  things  first  — the  ceiling  and  the 
walls. 

“Next,  we  canvassed  the  club  and  determined 
what  we  had  on  hand.  We  had  a designer,  Claude 


CPT  Phillips  and  a club  employee  hard  at  work 
renovating  the  basement  of  the  Fort  Harrison  Of- 
ficers’ Club. 


Hateke  from  the  Club  Management  Directorate, 
TAGCEN,  help  us  plan  the  decor.  We  found  a lot  of 
wood  in  the  attic  which  could  be  sanded  and  used 
again.  The  post  engineers  put  in  a ceiling  and  reces- 
sed lighting.  We  hand-receipted  a few  things  from 
recreation  services  and  set  to  work  finishing  the  walls 
and  redoing  the  kitchen. 

“The  engineer  regularly  inspected  the  progress  and 
recommended  changes  to  our  plans.  For  example,  be- 


Members  crowd  the  Harrison  Connection. 


cause  of  fire  danger,  we  had  to  use  gypsum  board  in- 
stead of  paneling. 

“The  help  we  had  from  concerned  individuals  was 
the  key  factor.  Labor  costs  would  have  been  tre- 
mendous if  it  weren’t  for  the  help  of  such  people  as: 
2LT  Ken  Swift,  club  manager;  LTC  James 
Mooney,  Deputy  for  Personnel  and  Community  Af- 
fairs; MAJ  Pete  Issacs,  former  Director  of  the  Club 
Management  Course,  and  his  wife,  Maryann;  John 
McQueen,  installation  club  manager;  Joe  Maddox, 
assistant  manager;  Steve  Wigley,  club  warehouseman 
and  Kelly  Hocker,  club  employee,”  Phillips  said. 

The  club  isn’t  stopping  with  the  renovation  prog- 
ress to  date.  Plans  are  for  a private  entrance  to  the 
basement  covered  with  a canopy  bearing  the  name 
Harrison  Connection,  improvements  to  the  floor  and 
better  furnishings. 

Code  your  invoices 

WASHINGTON — Installation  club  managers  or 
branch  managers  who  have  a capital  improvement 
project  in  progfess  should  alert  the  central  accounting 
office  in  advance  so  that  invoices  can  be  properly 
coded,  according  to  officials  at  the  US  Army  Finance 
and  Accounting  Center. 

Usually,  central  accounting  offices  have  little  trou- 
ble identifying  and  classifying  what  type  of  an  ex- 
pense an  invoice  represents  and  can  usually  assign 
the  proper  general  ledger  account  number.  However, 
there  have  been  many  examples  of  managers  forward- 
ing invoices  to  the  central  accounting  office  which 
cannot  be  properly  categorized.  For  example,  in- 
voices for  capital  improvement  projects  should  be 
capitalized  as  a building  improvement  and  not  ex- 
pensed as  a repair  and  maintenance  item.  Managers 
should  code  invoices  before  sending  them  to  the  CAO 
if  it  is  apparent  that  an  invoice  could  possibly  be  as- 
signed the  wrong  general  ledger  account  number. 
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Fitzsimon’s  staff  versed  in 
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FITZSIMONS  ARMY  MEDICAL  CENTER, 

CO — Key  members  of  the  Officers’  Club  staff  here 
were  recently  trained  in  the  delicate  art  of  flambe  by 
a technical  training  and  management  assistance  team 
from  the  Club  Management  Directorate,  TAGCEN. 

Waitresses,  captains  and  managers  watched  as  the 
team  demonstrated  techniques  of  Chateaubriand 
Flambe,  Flambe  Scampi,  Breast  of  Chicken  Flambe, 
Cherries  Jubilee  Flambe  and  Banana  Flambe. 

“As  a result  of  the  visit,  we  are  now  treating  our 
726  members  to  a variety  of  flaming  dishes,’’  accord- 
ing to  manager  MSG  Henry  Rushing,  a 1974 
graduate  of  the  Club  Management  Course  and  a re- 
cent graduate  in  food  service  management  at  Central 
Texas  Community  College.  “We’ve  expanded  on  the 
flaming  dishes  taught  by  the  assistance  team  and  are 
offering  Trout  Flambe  along  with  Spanish  Coffee  (a 
Spanish  Liquer,  coffee  and  whipped  cream  concoc- 
tion) and  Peach  Flambe.  The  dishes  are  well  received 


by  the  membership  and  we’re  now  looking  forward  to 
holding  a complete  French  Night,”  Rushing  added. 

Trained  in  the  flambe  technique  were  Vivian  Mor- 
ganit,  Hostess;  Joan  Jacobs  and  Nancy  Donovan, 
Captains;  and  Darlene  Zehr  and  Tatsuko  Winkle- 
man,  Waitresses. 

Monthly  sales  at  the  Fitzsimmons’  Officers'  Club 
average  around  $23,000 — up  about  $2,000  over 
1977.  “We’re  gradually  trying  other  things  here,” 
Rushing  said.  “Our  most  recent  membership  pleaser 
was  a dinner  theater.  It  was  super.” 

Rushing  attributes  a recent  increase  in  membership 
to  increased  support  by  the  Fitzsimmons’  com- 
mander, who  has  urged  people  to  join  the  member- 
ship rolls.  “With  new  programs  and  command  sup- 
port, we  hope  to  strengthen  the  financial  integrity  of 
the  club  and  give  the  members  the  best  for  their 
money,”  Rushing  said. 


Enlisted  club  for  trainees 


AH  & MA  correspondence 
course  cost  rises 

WASHINGTON — The  cost  for  taking  one  of  a series 
of  10  correspondence  courses  offered  by  the  Ameri- 
can Hotel  and  Motel  Association  has  risen  from 
$36.00  to  $43.50. 

Use  of  club  funds  is  authorized  for  the  courses, 
which,  if  successfully  completed,  lead  to  a Food  and 
Beverage  Management  certificate. 

Club  managers  who  want  to  take  one  of  these 
courses  should  apply  through  command  channels  to 
the  Club  Management  Directorate,  TAGCEN,  HQDA 
(DAAG-CM),  WASH  DC  20314.  A check  payable  to 
the  AH  & MA  Educational  Institute  should  be  in- 
closed with  the  application.  Applications  must  have 
name,  rank,  social  security  number,  home  address, 
and  the  name  of  the  AH  & MA  course  desired. 

A new  application  is  required  for  each  course.  AH 
& MA  will  provide  students  with  information  on  the 
course,  including  testing  and  grading  procedures. 

Courses  offered: 

Food  and  Beverage  Management  Services 

Food  and  Beverage  Controls 

Food  and  Beverage  Purchasing  and  Services 

Food  Production  Principles 

Food  and  Beverage  Sanitation 

Financial  Management 

Supervisory  Development 

Human  Relations 

Communications 

Training  and  Coaching  Techniques 


FT  JACKSON,  SC  — An  enlisted  club  here  has  been 
placed  “off  limits”  to  permanent  party  enlisted  per- 
sonnel in  favor  of  E-l ’s  through  E-3’s  in  basic  or  ad- 
vanced individual  training,  in  a move  designed  to 
avoid  fraternization  between  these  two  groups. 

Trainees  may  now  “enjoy  entertainment  and  relax 
with  their  peers”  without  harassment  from  permanent 
party  people,  according  to  MAJ  Kenneth  Rubin,  in- 
stallation club  manager. 

Another  Jackson  club  will  continue  to  cater  to 
permanent  party  enlisted  personnel.  Both  clubs  have 
undergone  renovation  in  recent  months. 
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